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English  Breakfast  Tables 
Mission  Library  Tables 


Bureaus        Washstands 

Chiffoniers     Cupboards 

Wardrobes    Desks 

and 

Kitchen  Tables 

of 
All  Descriptions 


H.  FRIEDRICHS 
Furniture  Manufadurers 

2149-2169  FOLSOM  STREET 

SAN    FRANCISCO 


-r.M.REtl.    U.S. PAT. OFF 


PAINT  AND 
VARNISH    REMQVER 


Valuable 
Newspaper  Information 

For  Manufacturers 
and  Business  Men 


Allen's 

Press  Clipping 

Bureau 

88  First  Street  San  Francisco 

Telephone,  Kearny  392 


CLIPPINGS    OF    ANYTHING     YOU    WISH 
ENTIRE    PACIFIC    COAST    COVERED 


L. 


YOU 

CAN 
TRUST  IT 


^  You  can  depend  upon  Ad-el-ite  Removers  to  give 
the  best  possible  results.  They  are  harmless,  do 
quick,  clean  work,  and  do  not  affect  coats  of  ref inish. 

Q  Use  the  regular  liquid  for  all  horizontal  surfaces, 
and  the  "Ad-el-ite  24"  (in  heavy  liquid  form)  for 
upright,  overhead  surfaces,  panel  work,  etc. 


NEW    YORK 

247  PEARL  STREET 
Telephone  2790  John 


ADAMS  &  ELTINC  CO. 

7IB-T0-726  WASHINGTON  BLVD- CHICAGO- U.S.A. 

TELEPHONE     MONROE    3000 


TORONTO 

16  TORONTO  ARCADE 

Telephone   Main  6079 


When  addressing  advertisers,  kindly  mention  this  journal. 
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1C5    AND     107     FIFTH     AVENUE 
NEW    YORK 


Smith  Velvet 

Smith  Wilton  Velvet 

Smith  Wilton  Velvet  Special 

TheFabrics  of  Proven  Durability 

Used  extensively  by  the  Federal  Qovern- 
ment,  and  in  State,  County  and  Municipal 
Buildings  and  Institutions  throughout  the 
United  States.     Send  for  samples. 

We  carry  at  ail  times  a  large  and  well 
assorted  stock  of  these  goods. 


Alexander  Smith  &  Sons  Carpet  Company 

SAN  FRANCISCO 

Office  and  Warehouse,  43-49  Fremont  Street 


PORTLAND.  OREQON 

Railway  ExchatiKC  Building 

Third  and  Stark  Streets 

CHICAQO.  ILL. 

Brooks  Building 

223  W.  Jackson  B'I'v'd 


LOS  ANGELES.  CAL. 

Qrayco  Mfrs.  Acts.  Bids. 

752-54  South  Los  Angeles  St. 

KANSAS  CITY.  MO, 

Qates  Building 
Qrand  Ave.  &  1 0th  St. 
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ERVAK 

A  New  Axmimister  Riu 


With  the  opening  of  the  Fall  Season  we  shall  offer  for  sale  our  new  FERVAK  Axminster,  a  grade 
intermediate  between  our  BEAUVAIS  and  HURRIKANA,  combining  in  a  high  degree  decorative 
effect,  durability  and  economy  of  price.  New  and  attractive  colorings  will  be  shown  in  the  Oriental, 
Chinese,  floral  and  all-over  designs. 

In  the  smaller  sizes  there  will  be  a  special  line  of  floral  and  "animal"  patterns. 

FERVAK  rugs  may  be  had  in  sizes  27  x  54,  36  x  70,  8.3  x  10.6  (seamed)  and  9x12  (seamed). 

The  BEAUVAIS  Axminster  rugs,  long  the  standard  of  excellence,  will  be  shown  in  a  variety  of 
new  patterns.  In  their  rich  colorings,  artistic  designs,  thick,  soft  pile,  and  exceptional  durability,  they 
have  no  equal.       They  represent  the  highest  combination  of  decorative  beauty  and  true   economy. 

The  HURRIKANA  Axminster,  which  was  placed  on  sale  in  November  to  meet  the  demand  for  a 
popular  -  priced  rug,  won  the  favor  of  discriminating  buyers  from  the  start,  nearly  the  entire  Season's 
production  having  been  sold  up  the  first  month. 

WRITE  FOR  OUR  SALESMAN  TO  CALL  OR  VISIT  OUR  SHOWROOMS 

Drop  us  a  card  and  we  will  have  our  salesman  call  on  you  on  his  next  regular  trip. 


Stephen  Sanford  &  Sons,  inc. 

Sales  Department:  130-132  Fifth  Avenue,  cor.  18th  St.,  New  York 


BOSTON, 
521  WASHINGTON  ST. 


CHICAGO, 
34  SO.  FIFTH  AVENUE 


ST.  LOUIS, 
704-706  WASHINGTON  AVE. 


Pacific  Coast  Office  833  Market  Street,  San  Francisco,  in  charge  of  MR.  N.  L.  WALTER 


When  addressing  advertisers,  kindly  mention  this  journal. 
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Universally  imitated  but  never  equalled 


''Hartford-Saxony''  Rugs 


NAME  WOVEN   IN   BACK 


Low -toned  effects  introduced  throughout  the  line 
Also  new  Chinese  patterns,    which  are  excellent 


THE  HARTFORD  CARPET  COMPANY 

ESTABLISHED     1838 


San  Francisco  Office  and  Warehouse:  770  Mission  Street 


When  addreiatng  advertisen,  Idndljr  mention  this  journaL 


6                                                      PACIFIC    FURNITURE    TRADE  AprM,i9i4 

m  Wlc        loi        )||< loi        >ir<        ioi=ZD||<zzioizS]|(        ior^=T]|< loi        >|fcrzzioi=^ 


D 


D 


W,&J,SloaneWholesaleCutCarpetDepartment 


Prompt  Shipments 


To  be  of  greater  service  to  you  we  always 
keep  in  mind  one  thin^  in  our  long  list  ot 
attainments— PROMPT  SHIPMENTS. 

Our  line  of  Cut  Carpets  and  Linoleums  is 
superior  in  quality,  endless  in  variety  and 
unlimited  in  quantity.  We  fill  all  orders 
promptly. 

These  are  the  reasons  why  you  should 
send  your  orders  to  the  Sloane  Cut  Carpet 
Department. 

If  Interested  Write  At  Once         PROMPT    DELIVERY       Linoleum  Sample  Books  Free 


W.  &  J.  SLOANE 

Established  1843 

Wholesale  Cut  Carpet  and  Linoleum  Department 
216-228  SUTTER  STREET         -         -         SAN  FRANCISCO,  CAL. 


Also 


LOS  ANGELES  PORTLAND  SEATTLE 

838-840  So.  Main  Street  264-266  Third  Street  106-108  Stewart  Street 
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April,  1.14  Pacific  furniture  trade: 


To  Our  Friends  on  the  Coast 


^  Back  here  in  the  east  they  are  telling  us  that  business  is  bad 
on  the  Coast.  We  have  heard  rumors  of  extreme  trade  depression 
and  stories  of  unsuccessful  trips  from  men  who  call  upon  western 
trade.  Manufacturers  are  complaining  of  the  slump  in  their  western 
business.     These  are  the  things  which  we  have  heard. 

q  WE  BELIEVE  IN  THE  PACIFIC  COAST.  We  have  spent 
a  great  deal  of  money  and  time  in  getting  acquainted  on  the  Pacific 
Coast.  We  have  never  regretted  whatever  expense  and  trouble 
we  went  to  in  order  to  introduce  "Reliance  Upholstery"  to  the 
western  trade. 

q  It  has  been  a  matter  of  considerable  gratification  to  us  that 
you  men  on  the  Coast  would  come  so  far  for  your  Upholstered 
Furniture  and  we  have  tried  to  express  our  appreciation  in  a 
measure  in  the  character  of  the  product  which  we  have  shipped 
you.  We  have  no  complaint  on  our  western  trade.  So  far  as  we 
are  concerned,  business  is  good  and  we  have  every  confidence  in 
our  opinion  that  it  will  continue  to  be  good.  We  are  here  to 
serve  you  and  we  are  going  to  serve  you  in  every  way  that  we  can. 

q  Our  Special  Advance  Catalog  issued  for  the  Spring  trade  goes 
into  the  mails  the  first  week  in  April.  We  think  it  a  handsome 
and  useful  book  and  we  trust  that  you  will  be  interested  in  it. 
Our  Mr.  H.  A.  Comkr  of  702  South  Spring  Street,  Los  Angeles, 
California,  is  going  to  make  a  second  call  upon  you  this  Spring 
but  if  in  the  meantime,  you  are  in  need  of  anything  in  our  line, 
you  can  always  reach  him  at  his  Los  Angeles  address. 


Jamestown    Lounge    Company 

JAMESTOWN,  NEW  YORK 


When  addressing  advertisers,  kindly  mention  this  joumaL 
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CUT 
CARPET 
DEPARTMENT 


It  is  a  distinct  advantage  for  any  store  to  have  a  line  of 
cut  order  Carpets  of  the  reliability  of  Bigelow's. 

It  is  also  an  advantage  to  be  able  to  show^  such  a  large, 
and  complete  assortment  w^ithout  stock  investment. 

Our  prompt  deliveries  from  our  mill  at  Clinton,  Mass. 
also  insure  good  service  to  your  customers  whether  the 
order  be  large  or  small. 

The  Bigelow  Cut  Carpet  Department  is  an  especially 
strong  aid  m  securing  contracts. 

We  offer  the  following  lines :  — 

BIGELOW  LOWELL  WILTON 
BIGELOW  MERRIMAC  WILTON 
BIGELOW  LOWELL  PLAIN  WILTON 
BIGELOW  ABERDEEN  PLAIN  WILTON 
BIGELOW  AXMINSTER 
BIGELOW  PLAIN  AXMINSTER 
BIGELOW  LOWELL  BRUSSELS 

—  which  stand  for  the  latest  and  best  there  is  in  carpets, 
including  the  new  shades  so  popular  in  modern  interior 
furnishmgs. 

Write  us  for  the  details  of  this  helpful  depart- 
ment. 

Terms,  net  cash  60  days  or  2  per  cent.  1 0  days  or  1  per 
cent.  30  days,  f.  o.  b.  Clinton,  Mass. 


Bigelow  Carpet  Company 


Salesrooms,  Fourth  Avenue  and  25th  Street, 


New  York  City 


CHICAGO.  205   West  Monroe  Street  SAN  FRANCISCO,   783  Mission  Street 

When  addressing  advertisers,  kindly  mention  this  journaL 
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HUDSON"  AND  "SUSSEX" 


INLAID  LINOLEUMS 

are  wonderful  trade  builders 


RCOISTERED  TRADE  MARK 


HUDSON  INLAID 


A  genuine  Inlaid,  possessing  all  the  well 
known  features  of  NAIRN'S  famous 
Linoleum,  at  a  price  a  trifle  higher  than 
a  printed  Linoleum. 


SUSSEX  INLAID 


A  straight  line  plain  tile  Inlaid,  having 
all  the  beauty  of  appearance  and  finish  of 
a  high  grade  plain  tile  Inlaid,  but  at  a 
moderate  price. 


New  and  up-to-date  designs  and  colorings  to  meet  every  demand. 
A  stock  of  NAIRN'S  INLAIDS  means  increased  business  and 
satisfied  customers. 


THE  NAIRN  LINOLEUM  CO. 

NEWARK,  N.  J. 
W.  &  J.  Sloane 

Sole    Selling    Agents 

216-228  SUTTER  STREET 

Alw  SAN  FRANCISCO 

106  Stewart  Street  63  Fifth  Street 

SEATTLE  PORTLAND 


573  FIFTH  AVENUE 

NEW  YORK  CITY 

838  So.  Main  Street 
LOS  ANGELES 


Wta«n  addfMainf  adyertiaers.  kindlr  mention  thia  joumaL 
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Wilton 

Velvet 

Axminster 

RUGS 
RUGS 


RUGS 
RUGS 


RUGS 
RUGS 


UR  experience,  covering  many  years  of  purchasing, 
fits  us  to  care  for  your  interests  in  this  line.  When 
buying  from  us,  you  secure  the  benefits  afforded 

by  Expert  Buying,  Cultured  Taste,  Thorough  Knowledge 

of  Values  and  Direct  Importation. 


Body  Brussels  = 

-  Tapestry 

Ingrain 

RUGS 
RUGS 


RUGS 
RUGS 


RUGS 
RUGS 


We  carry  at  all  times  an  extraordinary  range  of  colorings, 
shapes  and  sizes,  and  can  meet  your  every  requirement  to 
your  entire  satisfaction. 

THE  MERIT  OF  ALL  THESE  RUGS  IS  AN  ESTABLISHED  FACT 


Smyrna 

/ 

Jute 

Waite  Grass 

HULSE=BRADFORD  COMPANY 


RUG  JIND  CARPET  BEPJiRTMENT 


San  Francisco,  Cal. 


When  addressing  advertisers,  kindly  mention  this  journal. 
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An  Attractive  Window  Trim  By  Barker  Brot.,  Lo«  Angeles 


SELLING    QUALIFICATIONS 


The  following  was  delivered  as  an  address  by  Col. 
H.  P.  Pope,  vice-president  and  general  sales  manager 
of  the  Carnegie  Steel  Company,  at  a  baiKjiiet  in  Pitts- 
burgh, at  which  were  present  .WO  sales  managers,  sales- 
men and  purchasing  agents,  representing  all  the  im- 
portant industries  in  the  Pittsburgh  industrial  district: 

The  qualifications  that  mark  good  salesmanship  are 
many  to  most  men.  They  are  more  marked  in  the 
scientific  salesman  than  they  are  in  any  other  man,  and 
I  will  briefly  analyze  these  qualifications  in  order  that 
we  may  learn  where  we  are  strong  and  where  we  are 
weak.  I  take  it  that  the  most  essential  cjualification 
of  the  salesman  is  ht)nesty.  The  time  is  past  when 
goods  can  be  sold  by  misrepresentation.  You  may 
obtain  a  customer  by  making  false  statements,  but  you 
can  never  retain  him.  In  my  opinion  honesty  is  the 
main  quality  in  manhood,  but  I  suppo.se  the  principle 
of  David  Harum  would  apply  in  a  good  many  cases 
in  the  deals  in  which  we  are  interested.  While  that 
principle  was  applied  in  a  horse  trade,  you  should  not 
and  would  noa  want  it  applied  in  a  business  trans- 
action. I  consider  integrity  to  be  the  first  essential 
qualification  of  the  salesman.  When  a  man  is  buying 
goods  from  a  salesman  he  wants  to  be  told  the  truth 
about  the  goods.  And  when  a  salesman  is  lauding  his 
particular  line  of  commodity  he  should  not  tell  him 
that  he  can  deliver  when  he  knows  he  can  not. 

In  good  salesmanship  it  is  highly  essential  that  a 
man's  word  be  as  good  as  his  bond,  and  when  he  makes 
a  statement  the  man  to  whom  he  makes  it  expects  that 
statement  to  be  the  truth.  He  does  not  go  under  the 
surface  to  find  out  whether  the  salesman  is  telling  the 
truth,  but  depends  entirely  upon  his  honesty. 

Another  qualification  of  the  good  salesman  is  a 
knowledge  of  the  goods  he  sells.  I  know  there  are 
some  men  who  think  they  can  sell  most  anything.  I 
had  a  letter  from  a  man  who  said  he  did  not  know  any- 
thing about  the  steel  business,  but  he  was  very  well 
satisfied  that  he  could  sell  steel.  I  liked  the  man's 
cheek.  I  might  say,  but  I  did  not  like  his  lack  of  knowl- 
edge, because  there  is  no  industry  that  requires  greater 
knowledge  than  the  steel  industry. 

In  the  development  of  modern  methods  so  many 
essential  things  which  were  unknown  a  few  years  ago 


may  come  up  at  any  time  that  it  becomes  absolutely 
necessary  for  a  man  to  have  a  complete  knowledge  of 
his  goocls.  If  it  is  a  community  that  is  to  be  worked 
uj»  or  if  it  is  a  customer  who  is  in  the  market  for  goods, 
the  better  knowledge  the  salesman  has  of  his  line  the 
better  he  will  be  able  to  work  that  community  or  make 
a  sale  to  that  customer,  if  he  has  the  power  to  show 
him  that  the  goods  he  is  offering  to  dispose  of  will  do 
what  he  promises  they  can  do. 

A  third  qualification  is  to  be  able  to  make  a  careful 
study  of  the  customer  with  whom  you  are  dealing; 
what  is  his  condition ;  what  are  his  needs,  and  what 
methtjds  does  he  employ  in  his  business.  I  might 
parenthetically  state  a  few  of  the  methods  of  the  .sales- 
men of  the  Carnegie  Steel  Company  as  an  example  of 
the  way  we  proceed  and  which  other  manufacturing 
concerns  could  adopt.  It  is  the  business  of  our  sales- 
men to  find  out,  not  with  any  malicious  intent,  but 
simply  to  be  of  greater  .service  to  the  customer  him- 
self, what  quality  and  quantity  of  product  he  uses  and 
when  he  buys.  It  is  not  done  with  any  other  idea 
than  that  of  helping  the  customer.  A  .salesman  who 
has  a  knowledge  of  what  a  man  wants  and  is  able  to 
point  out  what  he  needs  for  a  particular  purpose  is  a 
valuable  asset  to  any  concern.  Ambition  to  go  con- 
tinually higher  up  the  ladder  is  one  of  the  e.ssentials 
of  good  salesmanship.  Hut  too  much  ambition  in  work 
of  any  kind  never  accomplishes  much.  We  like  to  have 
an  ambitious  man,  but  ambition  and  energy  must  be 
counterbalanced  by  tact.  I  was  fortunate  enuf  to  wit- 
ness an  incident  a  few  weeks  ago  that  shows  what  a 
lack  of  tact  will  do.  I  happened  to  be  sitting  in  an 
office  where  two  gentlemen  were  discussing  a  business 
proposition.  S.  third  gentleman  came  in,  sat  down,  and, 
without  waiting  to  find  out  what  had  been  said,  he 
immediately  started  to  talk  to  the  buyer  along  lines 
which  were  under  the  circumstances  entirely  improper. 
The  negotiations  were  stopped,  and  it  left  a  bad  taste 
in  the  mouth  of  the  buyer  and  did  not  make  the  seller 
feel  very  good,  either.  If  a  salesman  goes  into  a  store 
selling  a  line  of  hardware  and  finds  the  buyer  disturbed 
by  family  troubles,  sickness  or  matters  of  that  nature, 
and  presses  upon  him  the  goods  he  wants  to  sell,  he 
shows  a  gfreat  lack  of  tact.  Solesmen  must  learn  to 
adapt  themselves  to  conditions  in  which  they  find  them- 
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selves.  This  is  a  high  ideal,  but  the  higher  our  ideals 
the  higher  the  mark  we  reach.  If  we  put  up  an  ideal 
so  high  that  it  is  difficult  to  reach,  then,  in  our  en- 
deavor to  attain  that  ideal,  we  will  go  a  great  deal 
farther  than  if  we  did  not  pin  our  ideals  very  high. 
Therefore  we  have  the  questions  of  honesty,  integrity, 
tact,  knowledge  of  goods  and  ambition  to  take  into 
account  in  this  science  of  salesmanship. 

It  has  often  occured  to  me  that  in  addition  to  being 
almost  everything  else  under  the  sun  the  salesman  has 
to  be  somewhat  of  a  lawyer.  It  is  one  of  the  essential 
qualifications  of  the  salesman  to  know  something  about 
the  laws  of  the  different  states  in  which  he  does  busi- 
ness. In  our  business  we  have  been  compelled,  in 
consequence  of  this  situation,  to  have  many  of  our 
young  men  take  a  night  course  in  comercial  law,  so 
that  we  will  have  somebody  in  our  different  branch 
offices  who  is  familiar  with  local  enactments.  Another 
highly  essential  factor  to  good  salesmanship,  as  I  see 
it,  is  patience.  A  man  who  has  patience  and  ability 
to  be  patient  in  his  dealings  with  other  men  has  a  very 
valuable  asset. 

I  believe  the  salesman  to  be  one  of  the  most  potent 
factors  in  our  modern  life,  getting  around,  meeting 
and  influencing  so  many  people  as  he  does.  It  is  the 
men  who  take  hold  of  big  things,  the  men  who  come 
in  contact  with  the  outside  world — these  are  the  men 
to  whom  we  must  look  for  our  development  and  our 
advancement.  The  salesman  has  a  great  deal  of  power 
in  our  country  today.  He  is  a  man  who  travels  from 
town  to  town ;  he  sees  and  talks  at  close  range  with 
the  business  men  of  every  community,  and  it  seems  to 
me  that  this  is  the  type  of  man  we  should  have  to 
make  our  laws.  He  is  the  man  to  whom  we  must  look 
for  progress. 


FIRM  HIGHLY  FAVORED 

Despite  the  uncertainty  of  business  conditions  in 
some  sections,  the  Jamestown  Lounge  Company  has  en- 
joyed and  is  still  enjoying  a  very  liberal  patronage  from 
the  dealers  of  Coast  territory.  Notwithstanding  their 
factory  is  located  in  the  East,  they  have  more  than  se- 
cured their  share  of  local  trade.  There  can  be  only  one 
cause  for  this  show  of  friendliness  on  the  part  of  West- 
ern dealers,  and  that  is  that  there  is  very  much  real 
merit  in  the  Jamestown  products.  The  company  has 
steadily  increased  its  business  '  in  this  territory,  and 
backed  by  the  quality  of  its  offerings  and  the  co-oper- 
ative spirit  ever  exhibited  by  its  representatives,  un- 
doubtedly will  become  a  very  important  factor  for  the 
good  of  the  trade  in  the  West.  Dealers  have  confidence 
in  the  firm,  confidence  in  their  goods,  and  this,  as  is 
always  the  case,  makes  for  friends— the  kind  of  friends 
that  will  favor  such  a  house  every  time,  all  things  being 
equal.  The  company  has  mailed  its  Special  Advance 
Catalogue  issued  for  the  Spring  trade,  and  the  book  is 
now  being  distributed  on  the  Coast.  Every  dealer 
should  have  a  copy  of  this  book.  H.  A.  Comer,  702 
South  Spring  Street,  Los  Angeles,  is  the  local  repre- 
sentative of  the  Jamestown  Lounge  Co. 

TO  REBUILD  PLANT 

The  Hawthorne  Furniture  Manufacturing  Co.,  Los 
Angeles,  Cal.,  suffered  a  loss  of  about  $100,000  by  fire, 
which  totally  destroyed  their  plant  last  month.  This 
amount  was  fairly  well  covered  by  insurance. 

"Plans  are  now  well  along  for  the  rebuilding  of  our 
plant,"  said  George  W.  Hall,  an  official  of  the  company, 
when  c|uestioned  along  these  lines. 

"The  new  plant  will  be  built  on  a  much  larger  plane, 
and  the  equipment  will  be  one  of  the  most  modern  in  the 
West.  We  expect  to  start  active  work  on  the  buildings 
about  the  middle  of  May,  and  will  be  in  full  operation 
about  the  middle  of  July.  Expect  to  begin  making  de- 
liveries by  August  first.  Our  new  buildings  will  be  strictly 
fireproof,  and  will  also  be  equipjjed  with  a  sprinkler  system: 
With  the  installation  of  such  a  system,  and  other  fire  pre- 
ventive methods,  the  danger  of  another  such  disaster  as 
we  have  just  had  will  be  greatly  lessened.  The  output  of 
our  new  factory  will  be  increased  fully  100  per  cent  over 
the  old  plant,  and  with  the  installation  of  the  most  modern 
equipment  the  quality  of  our  goods  will  be  unrivaled  by 
anv  manufacturer." 


CLEAN  SWEEP  SALE 

A  dealer  in  Kansas,  wishing  to  close  out  stock  to 
make  room  for  new  goods,  organized  a  "clean  sweep 
sale"  and  advertised  it  in  the  newspapers  with  cuts 
showing  a  broom  resting  against  the  pieces  ol  turniture. 
The  window  was  "tied  up"  to  the  newspaper  advertising 
by  having  new  brooms  standing  alongside  the  adver- 
tised bargains.  Whoever  bought  the  piece  shown  took 
the  broom.  The  novelty  of  the  idea,  it  is  said,  caught 
the  public,  and  very  little  old  stock  was  left. — "Northern 
Furniture." 


"  LET'S  HEAR  FROM  YOU  " 

There  is  joy  and  a  sense  of  power  in  doing  a 
thing  well,  or  in  discovering  a  new  and  better  way  of 
doing  a  common  task  or  meeting  a  difficulty.  If  some 
one  else  learns,  thru  you,  to  achieve  the  same  success, 
your  joy  and  power  are  doubled.  It  is  the  editor's 
pleasure  to  hear  from  you  every  now  and  then  along 
these  lines  and  your  means  and  opportunities  for  the 
multiplication  of  the  joys  and  powers  of  other  workers 
in  the  field.     Let  us  hear  from  you. 
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H.  T.  Speer  has  purchased  the  DuUuis  Furniture 
Store  at   Riverbank,  Cal. 

The  Standard  Furniture  Co.,  Salt  Lake  City,  Utah, 
has  purchased  an  auto  delivery  truck. 

Herman  Durst  and  Carl  Chartz  are  the  owners  of 
a  new  furniture  store  at  Carson  City,  Nevada. 

Frank  Beverly,  manager  of  Joseph  Friedrichs,  San 
Francisco,  is  now  with  the   Beach-Robinson  Co. 

H.  A.  Murdick  has  bought  the  interest  of  A.  L. 
Spray  in  the  Corning  Furniture  Co.,  Corning,  Cal. 

R.  R.  Johnson,  La  Mesa  Springs,  Cal.,  has  rented 
an  establishment  to  be  used  as  a  furniture  store. 

The  Burland-Herbert  Furniture  Co.,  Watsonville, 
Cal.,  will  move  into  new  and  larger  quarters  on  Main 
Street. 

The  C.  M.  C.  Furniture  Store,  affiliated  with  the 
Campbell  Furniture  Co.  of  Reno,  Nev.,  has  opened  in 
Susanville. 

C.  E.  Stanard  &  Son  have  opened  a  general  mer- 
chandise store  at  Brownsville,  Ore.  The  formal  opening 
was  a  great  success. 

The  Burland-Herbert  Co.,  furniture  dealers  of  Wat- 
sonville, will  ocupy  quarters  in  the  new  Brewington 
Building  of  that  city. 

The  Redwood  City  Home  Furniture  Co.,  Redwood 
City,  Cal.,  has  moved  into  larger  quarters.  The  concern 
plans  to  carry  a  much  larger  stock. 

The  Richmond  Furniture  Co.,  Clement  Street  and 
Seventh  Avenue,  San  Francisco,  have  completed  a  suc- 
cessful spring  sale — an  annual  event. 

J.  R.  Cain  has  purchased  the  L.  E.  VVilen  furniture 
and  undertaking  business  at  Sanger,  Cal.  The  new 
owner  is  an  experienced  undertaker  and  furniture  man. 

The  Home  Furniture  Co.,  San  Bernardino,  Cal., 
had  an  interesting  window  show  during  the  month. 
From  the  field  to  the  home  the  processes  of  linoleum 
manufacture  were  shown  in  every  stage.  They  showed 
the  jute  from  India,  the  cork  waste  from  South  .\nierica, 
the  Kauri  gum  from  New  Zealand,  the  resin  from  the 
United  States,  and  the  flaxseed  from  Siberia.  Factory 
views  completed  the  exhibit. 

Plans  have  been  completed  for  the  construction  of 
a  new  $50,000  home  for  the  J.  J.  Kaufman  Furniture 
Co.,  Aberdeen,  Wash.  In  the  new  building  the  Kauf- 
man company  expects  to  work  out  the  most  advanced 
ideas  in  furniture  stores.  The  building  will  be  equipped 
with  both  freight  and  passenger  elevators,  and  each 
floor  will  carry  several  different  departments  of  the 
company's  extensive  furniture  line. 

When  the  new  building  is  completed,  the  block  on 
the  south  side  of  Heron  between  I  and  Broadway  will 
be  completely  covered  with  buildings,  adding  greatly 
to  the  solidity  of  the  city's  business  section.  The  new 
building  also  marks  a  gradual  westward  trend  of  the 
city's  retail  section. 


L.  \\  .  Ijilictt,  iurmcr  manager  of  Uavis  Bros.,  Mar- 
tinez, Cal.,  has  left  the  employ  of  this  firm  to  enter  the 
grocery  business  in  Oakland. 

The  Benbough  Furniture  Co.,  San  Diego,  Cal.,  ex- 
hibited a  carpet  weaving  machine  in  their  store  recently. 
I'red  Corley,  inventor  of  the  machine,  was  in  charge  of 
the  displa)'. 

H.  B.  Haisten,  furniture  dealer  and  undertaker  of 
Wallowa,  Ore.,  has  announced  his  candidacy  for  renomi- 
nation  to  the  office  of  coroner  of  Wallowa  County  on 
the  Democratic  ticket. 

G.  W.  Clevengcr,  furniture  dealer  and  undertaker 
of  Burns,  Ore.,  has  announced  his  candidacy  for  re-elec- 
tion to  the  office  of  coroner,  which  office  he  has  held 
for  the  past  two  years. 

The  Toppenish  I-'urniture  Co.,  Toppenish,  Wash., 
suffered  a  damage  of  several  thousand  dollars  as  the 
result  of  a  recent  fire  of  unknown  origin  which  broke 
out  in  the  repair  department. 

The  regular  quarterly  meeting  of  the  Get-Together 
Club,  an  organization  composed  of  employes  of  the 
Standard  Furniture  Co.,  Seattle,  was  recently  held. 
Joseph  Barton  was  chosen  president  and  Louis  Abel 
vice-president. 

William  J.  Gallagher  and  George  H.  Cole  have  pur- 
chased the  business  of  the  Kerr  I-'urniture  Co.,  in  San 
Jose,  Cal.,  from  B.  J.  Kerr.  The  new  owners  have  both 
been  residents  of  San  Jose  for  many  years  and  are  well 
known  thruout  Santa  Clara  County. 

The  Lakeside  I'urniture  Co.,  Si)<)kane,  Wash.,  which 
has  been  maintained  as  a  corporation  for  the  last  seven 
years,  has  been  dissolved  and  the  entire  stock  taken  up 
by  Henry  A.  Sampson,  president  and  manager.  M.  D. 
Wright  was  the  largest  individual  stockholder  to  sell 
his  property  in  the  concern. 

.\.  Bostick,  one  of  I-'resno's  business  men,  has 
recently  sold  most  of  his  business  interests  in  the  Raisin 
City  and  has  moved  to  Oakland  to  make  that  place  his 
.  home.  I'Vom  now  on  he  will  be  an  active  member  of 
the  Metropolitan  l'"urniture  Co.  He  is  also  proi)rictor 
of  the  Oakland  Rubber  Stamj)  Co.  He  feels  that  Oak- 
land offers  excellent  opportunities  for  investment. 

Curtis  C.  Colyear,  the  furniture  man  of  South  Main 
Street,  Los  Angeles,  recently  celebrated  his  sixteenth 
year  in  business.  On  St.  Patrick's  day  in  18!)8  Mr. 
Colyear  started  his  furniture  business  in  a  20  by  ;!0 
tent  near  I-'ourth  and  Main  streets.  Today  his  store 
presents  (i.'),()00  feet  of  floor  space.  According  to  Mr. 
Colyear,  the  growth  of  his  business  has  just  "kept  pace 
with   Los  .Vngeles." 

When  asked  to  give  some  of  the  reasons  for  the 
substantial  and  steady  growth  of  his  business,  Mr.  Col- 
year said  he  considered  judicious  newspaper  advertising 
to  be  one  of  the  most  important  factors.  Thru  the  press 
the  furniture  dealer  says  he  presented  to  the  public  his 
easy  payment  plan,  and  by  giving  value  for  money  every 
customer   became   an   advertiser. 

"Today  I  am  a  stronger  believer  in  Los  .\ngeles 
than  ever,"  .said  Mr.  Colyear.  "I  feel  safe  to  say  this 
city  is  destined  to  be  one  of  the  greatest  and  most  won- 
derful in  .^merica.  I  am  building  my  business  with  this 
hope  and  upon  a  foundation  that  will  stand  unlimited 
expansion." 
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The  Merced  Furniture  Co.,  Merced,  Cal.,  has  leased 
the  spacious  storeroom  in  the  Atwater  branch  of  the 
Merced  Security  Savings  Bank  Building  at  Atwater  and 
will  open  a  branch  furniture  store  about  April  15th. 
Leon  Levy,  who  has  been  connected  with  the  main 
store  in  ]\Ierced,  will  manage  the  branch.  A  complete 
stock  of  furniture  will  be  carried  and  in  addition  to  this 
the  Atwater  branch  will  have  the  backing  of  the  Merced 
store,  which  mean.s  much  in  the  way  of  accommodation 
because  of  the  quick  telephone  connections  and  speedy 
deliveries  that  can  be  made.  The  company  believes  that 
Atwater  offers  splendid  prospects  in  a  business  way. 


■  News  of  the  death  of  E.  H.  James,  founder  of  the 
Imperial  Furniture  Co.,  Salem,  Ore.,  and  well  known 
in  business  circles  there,  has  been  received.  Mr.  James 
died  in  Otay,  Cal.,  March  14th,  from  the  eiifects  of  an 
operation  performed  a  few  days  previous.  He  leaves  a 
widow  and  four  sons.  Mr.  James  was  a  resident  of 
Salem  for  about  ten  years.  He  was  joint  owner  of  the 
Imperial  Furniture  Co.  with  H.  R.  Hyde,  and  was 
instrumental  in  building  up  a  large  business  for  that 
concern.  He  left  Salem  several  years  ago  for  the  South 
on  account  of  his  health,  and  had  been  interested  since 
that  time  in  a  large  fruit  ranch  near  Otay.  Charles 
Reed,  a  brother  of  Mrs.  James,  resides  in  that  city. 
Funeral  services  were  held  at  Otay  on  Monday  of  last 
week.     The  burial  took  place  near  that  city. 


F.  B.  Cary,  who  has  for  many  years  been  identified 
with  the  furniture  and  drapery  business  in  several  of 
the  largest  cities  of  the  United  States,  has  accepted  the 
management  of  the  drapery  department  of  Lauxen  & 
Catts,  Stockton,  Cal.  Cary,  altho  a  young  man,  is 
experienced  in  his  line  and  comes  to  Stockton  from  the 
Pease  Bros,  company,  one  of  the  largest  furniture  con- 
cerns in  Los  Angeles.  Cary  specializes  in  draperies 
and  just  returned  recently  from  San  Francisco,  where 
he  purchased  a  large  .stock  of  fancy  goods  for  the  local 
store.  He  says:  "The  stock  I  just  bought  is  of  the 
very  finest  and  exclusive  variety  and  is  something  dif- 
ferent from  anything  that  has  been  shown  in  Stockton 
before.  Among  the  fancy  goods  which  will  arrive  soon 
is  a  large   shipment  of  cretonnes." 

The  Lauxen  &  Catts  concern  seems  to  have  secured 
a  very  capable  man  in  its  new  department  manager,  and 
he  bids  fair  to  be  one  of  the  city's  most  popular  busi- 
ness men. 


We  have  just  received  the  information  that  W.  E. 
Burgess,  recently  in  charge  of  floor  coverings  for  the 
Davis-Smith  Co.,  Tacoma,  Wash.,  and  well  known  to  the 
trade  thruout  the  Coast  by  reason  of  long  affiliation 
with  it,  and  O.  F.  Olsen,  former  manager  for  John 
Breuner,  Oakland,  Cal.,  have  leased  a  big  store  in  the 
retail  section  of  Sacramento,  Cal.,  and  will  open  a  first- 
class  furniture  establishment  in  the  near  future.  The 
notice  in  our  February  issue  to  the  effect  that  Mr. 
OJsen  had  purchased  an  interest  in  a  San  Diego  firm 
now  appears  to  be  information  given  out  prematurely, 
in  the  light  of  later  events,  and  not  authentic,  altho 
authoritatively  reported  at  the  time. 

The  style  of  firm  name  of  the  new  enterprise  will 
be  Burgess  &  Olsen,  Inc.  The  company  has  secured  a 
long  lease  on  a  most  desirable  piece  of  property,  and 
will  be  in  position  to  bid  for  a  big  share  of  the  Capital 
City's  retail  trade.  Burgess  for  several  years  repre- 
sented carpet  mills  in  the  West.  In  the  early  part  of 
1906  he  purchased  an  interest  in  the  Davis-Smith  Co., 
of  Tacoma.  He  sold  his  interest  in  this  concern  very 
recently.  Olsen  is  well  known  in  San  Francisco  and 
the  Bay  vicinity. 


The  Sebastopol  Furniture  Store,  Sebastopol,  Cal., 
being  operated  by  G.  A.  and  G.  R.  Harrison,  have  just 
completed  some  alterations  in  their  store  which  not  only 
greatly  enlarge  their  available  space  but  make  it  easier 
for  the  customer  who  is  selecting  furnishings  for  the 
home.  The  improvements  consist  of  partitioning  off  a 
workroom  in  the  rear  of  the  store  so  that  repairs  may 
be  made  to  any  furniture  which  may  be  brought  in  for 
that  purpose,  and  altering  the  stairs  leading  from' the 
first  floor  to  the  parquet  above  where  their  extensive 
line  of  chairs  and  tables  is  kept.  These  stairs  have 
been  put  nearer  the  front  of  the  store,  and  have  been 
built  broad  and  straight  so  that  the  customer  may  have 
easier  access  to  the  rest  of  the  store  without  the  incon- 
venience caused  previously. 


"I  know  of  no  locality  in  California  that  has 
brighter  prospects  for  the  future  than  the  Imperial 
Valley,"  said  C.  T.  Collier,  furniture  dealer,  "and  I  am 
firmly  convinced  that  El  Centro  is  the  best  city  for  me 
in  the  Valley." 

An  old  business  man  of  California  and  for  eight 
years  interested  in  the  Imperial  Valley,  C.  T.  Collier  is 
well  versed  with  the  influences  that  make  a  community 
prosperous  and  certainly  feels  confident  of  El  Centro. 
For  many  years  Mr.  Collier  conducted  a  large  litho- 
graphing establishment  in  Los  Angeles,  and  enjoys  the 
confidence  of  a  large  number  of  Southern  California 
people. 

The  business  operated  by  Mr.  Collier  in  El  Centro 
is  regarded  as  one  of  the  strong  houses  of  the  Imperial 
Valley.  Located  in  a  splendidly  appointed  room  on 
Alain  Street,  the  furniture  store  is  ably  managed  and 
the  stock  embraces  a  new  line  of  furniture,  china,  crock- 
ery and  glassware,  rugs,  stoves,  cut  glass  and  household 
furnishings. 

Mr.  Collier  has  other  interests  in  the  Valley  and  is 
gradually  disposing  of  a  tract  of  land  which  originally 
comprised  KH)  acres  of  fine  ranch  property. 

"Our  prosperity  conies  from  the  soil,"  said  Mr. 
Collier,  "and  it  is  fortunate  for  El  Centro  that  there  is 
no  better  land  in  the  Valley  than  right  here." 


A  near  race  riot  happened  in  a  southern  town.  The 
negroes  gathered  in  one  crowd  and  the  whites  in 
another.  The  whites  fired  their  revolvers  into  the  air, 
and  the  negroes  took  to  their  heels.  Next  day  a  plan- 
tation owner  said  to  one  of  his  men  :  "Sam,  were  you 
in  the  crowd  that  gathered  last  night?" — "Yassir." — 
"Did  you  run  like  the  wind,  Sam?" — "No,  sir;  I  didn't 
run  like  the  wind,  'deed  I  didn't.  But  I  passed  two 
niggers  that  was  runnin'  like  the  wind." — Exchange. 


The  producer  is  the  most  capable  and  the  only 
universal  citizen  in  civilization.  He  can  not  help  him- 
self without  helping  all  mankind.  The  element  of 
selfishness  seen  in  every  other  class  of  industry  is 
impossible  in  his  business. 


\*\ 


^rHE  merchant  who  lets  goods  lie  on  the  shelves 
^l  and  fails  to  let  the  public  know  about  it  through 
^^  the  medium  of  advertising,  should  never  say  one 
word  against  mail  order  houses  or  against  people  who 
go  to  the  city  and  buy  the  goods  advertised  through 
the  great  city  papers.  Successful  business  men  know 
the  value  of  printers'  ink.  Thousands  and  thousands 
of  dollars  are  expended  each  year  by  these  wide-awake 
hustlers  in  advertising. 


\*\ 
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The  Juvenile  Vehicle  Agency,  San  Francisco,  is 
mailing  to  the  trade  a  handsome  circular  showing  illus- 
trations of  a  number  of  patterns  uf  collapsible  sulkies. 

Cook's  Linoleum  Co.  recently  mailed  a  little  booklet 
showing  a  number  of  patterns  of  their  Mercer  quality 
of  inlaid  linoleums.  This  company  is  represented  on  the 
Coast  by  A.  L.  Carpenter. 

The  Loomis-Moe  Manufacturing  Co.,  South  Bend, 
Wash.,  is  reported  as  doing  an  excellent  business  in 
tables.  Numerous  orders  have  been  received  from 
California  and  Oregon  cities. 

Alexander  Smith  &  Sons  Carpet  Co.  has  just  com- 
pleted shipment  to  the  Spokane  Dry  GtHjds  Co.,  Spo- 
kane, Wash.,  of  4,5()0  yards  of  special  design  Smith 
Wilton  velvet  for  the  new  Hotel  Davenport  of  that  city. 

A  round  English  breakfast  table  in  golden  and 
fumed  finish  is  among  the  comparatively  new  things 
and  this  has  had  a  very  good  sale.  It  is  A'i  inches  in 
diameter  when  the  leaves  are  raised,  an<l  is  a  product 
of  11.  Friedrich. 

C.  C.  Carpenter,  an  extensive  land  holder  in  Oregon, 
is  now  engaged  in  the  manufacture  of  desks  in  F^ortland. 
The  Elcar  Desk  Manufacturing  Co.  is  the  name  of  the 
new  concern.  Carpenter  was  formerly  with  the  Globe- 
Wernicke  Co. 

D.  N.  &  E.  Walter  &  Co.  have  adopted  a  very  novel 
and  unique  way  of  displaying  patterns  and  designs  of 
rope  portieres.  There  has  been  always  a  difficulty  of 
showing  this  class  of  goods  to  advantage.  This  has 
been  overcome  by  their  new  method,  which  they  call 
the  "Lantho"  system  of  display.  The  line  in  this  display 
is  now  very  rt)mplete. 

M.  Spiegelman,  of  the  Continental  Bedding  Manu- 
facturing Co.,  has  returned  to  San  Francisco  from  a 
three  weeks'  visit  to  Chicago  and  other  Eastern  points. 
En  route  home  Mr.  Spiegelman  made  a  stop  at  the 
Colorado  Grand  Canyon.  Spiegelman  inclines  to  the 
belief  that  conditions,  generally  speaking,  are  much 
brighter  on  the  Coast  than  prevailing  affairs  of  the 
East.     He  looks  for  an  excellent  season  ahead. 

W.  &  J.  Sloane's  cut-carpet  department  is  reported 
as  doing  a  most  satisfactory  business.  Representatives 
of  the  firm  attribute  this  gotxl  trade  in  no  small  degree 
to  the  rather  tight  money  market  now  prevailing  in  this 
territory.  "Because  of  the  very  fact  that  money  is 
tight  is  a  chief  reason  why  we  are  doing  so  much  busi- 
ness in  our  cut-order  department,"  says  a  Sloane  offi- 
cial. "With  a  shortage  of  ready  cash  at  their  dispo.sal, 
many  dealers  find  it  advantageous  to  use  our  cut-carpet 
samples  in  preference  to  buying  large  quantities  of 
stock  from  the  mills.  They  are  not  tying  up  a  lot  of 
money,  and  the  plan  has  been  found  to  be  more  gen- 
erally satisfactory. 

"When  a  merchant  considers  the  money  he  invests 
in  a  big  stock  of  floor  coverings,  interest  on  this  money, 
insurance,  warehouse  charges  and  depreciation  of  the 
stock  and  then  the  possibility  of  having  patterns  that 
do  not  sell  he  can  not  help  but  see  the  many  points  in 
favor  of  carrying  a  stock  of  samples  and  ordering  the 
stock  from  us  as  he  needs  it.  We  can  almost  abso- 
lutely guarantee  the  stock  to  be  on  hand  when  he  wants 
it.  Stock  sheets  are  .sent  out  regularly,  and  in  other 
manner  the  dealer  is  fully  informed  as  to  stocks  on  hand. 

"Probably  the  chief  feature  in  buying  goods  under 
this  plan  is  the  promptness  in  which  we  can  execute  an 


order.  Many  times  we  have  received  orders  in  the 
morning,  cut  and  sewed  and  shipped  the  stock  on  the 
same  day.  ( )ur  cut-carpet  department  has  first  call  on 
our  large  workroom — a  workroom  filled  with  the  highest 
grade  mechanics.  Everyone  is  instructed  to  rush  all 
orders  for  goods  that  come  thru  this  department,  and 
the  orders  are  forwarded  promptly. 

"It  is  easy  for  us  to  see  that  dealers  thruout  the 
territory  are  realizing  the  many  advantages  of  the  plan 
and  are  beginning  to  close  out  their  sttnrk  and  are 
getting  down  ti>  the  use  of  cut-carpet  samples,  where 
the  stock  is  carried  by  us.  Altho  perhaps  costing  a 
little  more  at  first,  the  plan  means  money  in  the  dealer's 
pocket." 
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From  Line  of  H.  Friedrich 

Start  Operations 

W.  S.  Gilbert  &  Son,  who  have  established  the  first 
unit  of  a  furniture  factory  in  Sacramento,  Cal.,  have 
quite  a  number  of  men  employed  in  their  plant.  They 
are  manufacturing  kitchen  furniture  largely,  but  they 
also  have  contracts  for  the  construction  of  considerable 
oak  furniture  of  first-class  quality. 

Complete  First  Anniversary 

The  Premier  Spring  Ued  Co.,  San  Francisco,  has 
just  completed  its  first  year  in  the  manufacture  of 
spring  beds  and  wire  sundries.  During  the  year  the 
company  was  compelled  to  move  from  its  initial  factory 
on  Vermont  Street  to  its  present  large  quarters  on 
account  of  inadequate  space  and  a  rapidly  increasing 
business.  The  present  three-story  factory,  running  from 
216  to  222  Utah  Street,  has  35,000  square  feet  of  floor 
space  and  is  equipped  with  every  modern  convenience 
for  the  manufacture  of  bed  springs.  The  business  of 
the  company  is  ever  on  the  increase,  according  to  its 
officials,  and  they  look  for  a  bumper  year.  The  concern 
is  now  getting  out  a  catalog  showing  several  new  styles 
of  bed  springs.  The  "angle-braced  end"  is  a  new  device 
by  this  company  and  is  put  on  any  of  their  steel  frame 
springs  at  a  nominal  cost.  It  is  used  to  prevent  the 
pillows  from  slipping  from  the  bed  and  also  prevents 
any  sway  or  lateral  motion. 

From  Mayor  of  Holland  to  Adams  &  Elting  Co. 

Henry  Brusse,  who  for  years  was  mayor  of  Hol- 
land, Mich.,  joined  the  selling  force  of  the  Adams  & 
Elting  Co.  January  1st.  Mr.  Brusse  was  with  the  West 
Michigan  I<"urniture  Co.,  at  Holland,  as  superintendent 
of  their  three  finishing  rooms  for  over  fourteen  years, 
and  his  experience  particularly  fits  him  to  represent 
the  Adams  &  Elting  Co.  among  the  manufacturing 
trade.  He  will  be  their  special  agent,  covering  all  of 
the  United  States  and  Indiana  in  particular,  but  will 
continue  his  permanent  residence  in  Holland.  For  eight 
years  Mr.  Brusse  was  also  connected  with  the  Holland 
Furniture  Co. 

He  was  elected  mayor  of  Holland,  Mich.,  for  three 
consecutive  terms,  1908,  1909  and  1910,  being  elected 
by  the  largest  majority  ever  given  any  city  officer  in 
Holland.  On  May  4,  1912,  he  was  elected  as  a  member 
of  the  Holland  Charter  Commission,  and  when  the  com- 
mission convened  he  was  chosen  as  its  chairman.  He 
was  also  elected  member  of  the  police  and  fire  commis- 
sions and  the  Holland  City  Council  appointed  him  as 
a  supervisor  to  fill  a  vacancy,  but  he  declined  to  accept 
this  position. 

Mr.  Brusse's  genial  personality,  his  practical  and 
intimate  knowledge  of  the  Ad-el-ite  goods  and  his  long 


association  with  the  furniture  trade  make  him  a  valu- 
able member  of  the  Ad-el-ite  selling  force.  He  is  an 
expert  in  wood  and  metal  finishing,  and  the  valuable 
knowledge  he  has  stored  away  will  be  of  great  assist- 
ance to  the  trade. 

For  Comfort 

"In  Colonial  days  folks  thought  a  great  deal  of  the 
comfort  of  living — even  as  much  as  we  do.  Popular 
notions  as  to  comfort  have  not  changed  much  in  a 
century.  What  was  'solid  comfort'  in  the  days  of  the 
forefathers  is  'solid  comfort'  today. 

"But  there  is  a  great  difference  in  our  favor.  Inter- 
vening years  have  given  us  more  ample  means  of  cater- 
ing to  our  ideas  of  comfort  in  living.  Not  only  are  we, 
as  a  people,  better  able  to  aflford  those  things  which 
contribute  to  comfort,  and  thus  to  our  contentment  and 
happiness,  but  there  are  more  devices  to  insure  comfort, 
contentment  and  happiness. 

"Consider,  for  example,  the  comfort  of  a  good 
night's  sleep.  In  pioneer  days  a  man's  bed  consisted  of 
anything  from  the  soft  side  of  a  board  to  a  rude  bed 
of  fir  boughs.  Fatigued  by  a  day  of  hard  work,  and 
succumbing  to  the  natural  impulses,  men  slept  soundly, 
but   not  altogether  comfortably,  on  any  bed. 

"Then,  as  civilization  advanced  under  less  rigorous 
conditions  of  living,  the  desire  for  comfortable  sleep  led 
to  the  husk  mattress  and  the  feather  bed.  Why,  it  is 
within  easy  recollection  of  many  persons  that  a  feather 
bed  into  which  one  sunk  deep,  gently,  soothingly,  was 
the  very  acme  of  comfort. 

"It  was — in  the  absence  of  such  a  thing  as  the 
Sealy  Tuftless  Mattress.  You  see,  we  of  the  present 
generation  like  the  idea  of  sinking  into  a  big,  buoyant, 
undulating  mattress  that  conforms  to  every  curve  of 
the  body.  But,  in  place  of  insanitary  feathers,  we  insist 
upon  clean,  long-fiber  cotton.  This,  in  a  Sealy  mattress, 
not  only  pillows  the  body  and  never  gets  lumpy,  but  it 
insures  that  glorious,  refreshing  sleep  which  makes  us 
all  say:  'God  bless  the  man  who  first  invented  sleep.'" 

A  New  Rug 

The  "Fervak  Axminster,"  a  rug  which  is  a  grade 
intermediate  between  the  "Beauvais"  and  "Hurrikana," 
products  of  Stephen  Sanford  &  Sons,  Inc.,  will  be  ofifered 
to  the  trade  by  this  concern  with  the  opening  of  the  Fall 
season.  The  "Fervak"  rugs  may  be  had  in  sizes  27x54, 
36x70,  8.3x10.6  (seamed),  and  9x12  (seamed).  The  new 
rug  will  combine  in  a  high  degree  the  decorative  effect, 
durability  and  economy  of  price. 


The  "  Angle-Braced  End  "  Bjr  Premier  Spring  Bed  Co. 
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FURNITURE    MAN    HEADS    COMMISSION 


ADOLPH  KARPEN  TELLS  OF  EXPOSITION  PLANS 


A  recent  issue  of  the  ■American  I'lirniturc  Manu- 
facturer" published  the  following  interesting  interview 
with  Adolph  Karpen,  chairman  of  the  Illinois  commis- 
sion to  the  Panama- Pacific  international  Exposition  at 
San  I'rancisco,  who,  in  giving  an  outline  of  the  proposed 
plans  for  adequate  representation  of  Illinois  and  Chi- 
cago at  the  great  exposition  in  celebration  of  the  open- 
ing of  the  Panama  Canal,  said: 

"It  will  be  the  commission's  aim  to  make  the  repre- 
sentation of  Illinois  at  the  San  Francisco  Exposition  as 
complete  and  worthy  as  was  outlined  by  Governor 
Dunne,  the  creator  of  the  commission,  when  he  spoke 
at  our  first  meeting  in  the  Hotel  La  Salle. 

"The  Illinois  building  at  the  exposition  will  be 
100  by  150  feet,  three  stories  high  and  in  every  way 
suitable  to  the  comfort,  convenience  and  entertainment 
of  the  visitors  from  Illinois  and  their  guests  or  friends. 
State  Architect  Dibelka  is  preparing  the  plans  for  the 
building,  and  Governor  Dunne  has  directed  him  to  give 
us  a  building  in  every  way  worthy  of  the  greatest  state 
in  the  Mississippi  \'alley.  We  expect  that  the  building 
will  be  embellished  by  the  Architectural  Club  and  the 
artists  of  Chicago,  and  that  it  will  have  artistic  merit 
and  be  typical  of  the  structural  style  in  which  Chicago 
is  a  leader.  There  will  be  a  large  assembly  room  and  a 
lectrue  or  meeting  room,  and  a  glass  roof  on  the  upper 
floor  will  provide  a  sun  parlor,  affording  a  magnificent 
view  of  San  I-'rancisco  harbor,  the  Pacific  Ocean  and 
the  Golden  liate. 

"We  are  planning  several  attractive  features  for 
the  building.  One  of  the  greatest  of  these  will  be  a 
fine  organ,  on  which  recitals  will  be  given  for  the  enter- 


tainment of  all.  The  Lincoln  Memorial  display  and  the 
Lincolniana  of  Illinois  will  be  assigned  special  quarters 
in  the  state  building.  In  the  lecture  room  will  be  shown 
a  series  of  the  greatest  era  of  trade  stimulation  ever 
known  in  the  Mississippi  \'alley  and  Western  States, 
and  that  the  opening  of  the  Panama  Canal  will  unfold 
new  opportunities  for  trade  and  commerce  with  South 
and  Central  America,  as  well  as  with  the  great  Asiatic 
lands  beyond  the  Pacific  Ocean.  It  will  be  the  special 
purpose  of  the  Illinois  commission  to  arouse  the  Illinois 
manufacturers  and  traders  to  take  advantage  of  the 
golden  opportunities  that  the  Panama  Canal  will  bring 
to  their  doors. 

"To  this  end  the  commission  intends  to  give  exhib- 
itors from  Illinois  the  greatest  possible  publicity.  Com- 
mittees will  soon  formulate  plans  for  co-operation  in 
the  work  of  promoting  displays  of  exhibits  by  farmers, 
live  stock  raisers,  miners  and  metallurgists,  agricul- 
turists, educationalists,  horticulturists,  fish  and  poultry 
purveyors  and  others.  One  of  the  features  of  the  state 
building  will  be  a  central  court  where,  it  is  hoped,  we 
can  exhibit  miniature  reproductions  of  the  small  parks, 
playgrtiunds  and  social  service  buildings  which  the 
social  settlements  have  been  active  in  promoting  in 
Chicago. 

"Plans  are  under  consideration  for  arrangements 
whereby  the  principal  military  organizations  of  Chicago 
can  participate  in  the  great  parades  and  social  functions 
at  the  exposition.  No  doubt  we  will  have  an  Illinois 
Day  at  the  World's  I-'air  in  the  (iolden  Gate  City,  and 
nothing  will  be  overlooked  in  the  effort  to  make  that 
occasion  a  notable  one. 


No.  102  No.  105 

StMl  Fram*  Woven  Wire  bj  Wettern  Wire  MattrcM  Co. 
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THE    PERSONAL    EQUATION 


A.   Ruwich,  Tuolumne,  Cal.,   was  in  San   Francisco 
this  month. 

Johti   Peters,  of  Suisun,   Cal.,  was  a   visitor  in   San 
Francisco  during  the  month. 

George    P.    Story,    of   the    Hartford    Caipet    Co.,    is 
traveling  in  the  Pacific  Northwest. 


v'-^^.c-:  -^*?»S:j?^,;'Si 


A  New  Pattern  in  the  "Deltox"  Rug  Line 

Charles  Fraser,  of  Dunn  &  l'"raser,  Sacramento,  Cal., 
was  a  visitor  in  San  Francisco  recently. 

Arthur  Hollander,  of  D.  N.  &  E.  Walter  &  Co., 
was  in  Merced,  Cal.,  during  the  month. 

C.  Reinhart,  a  dealer  of  \\'innemucca,  Nev.,  was  a 
recent  visitor  in  the  San  Francisco  market. 

Ed  Moore,  well-known  furniture  man  of  lone.  Ore., 
was  a  recent  visitor  in  the  Portland  market. 

H.  T.  Crow  and  Oscar  Hogin,  of  Modesto,  Cal., 
were  recent  visitors  in  the  San  Francisco  market. 

Mr.  Lisher,  of  the  Lisher  Furniture  Co.,  Napa,  Cal., 
was  an  out-of-town  dealer  in  San  Francisco  recently. 

Wallace  Bradford  has  just  started  upon  a  foreign 
tour  of  four  months,  his  objective  point  being  Algiers. 

Mr.  Howell,  of  the  Howell  Furniture  Co.,  Santa 
Clara,  visited  the  San  Francisco  market  within  the 
month. 

Fred  Ross,  manager  of  the  Edwards  Furniture  Co., 
Portland,  Ore.,  is  the  proud  father  of  an  83^-pound 
baby  boy. 

Frank  Newman,  carpet  buyer  for  the  Frevert- 
Bledsoe  Co.  of  San  Diego,  was  in  San  Francisco  on  a 
hurry  call  during  the  month  for  some  special  rugs. 

Charles  Darling,  Sr.,  for  fifteen  years  a  member  of 
the  selling  force  of  W.  &  J.  Sloane,  has  left  the  employ 
of  that  company  in  order  that  he  may  devote  more  time 
to  his  own   interests. 

E.  V.  Dalton,  of  the  Sterling  Furniture  Co.,  Dallas, 
Ore.,  has  left  on  a  trip  that  will  take  him  nearly  com- 
pletely around  the  United  States,  thru  twenty-six  of  the 
States  and  a  goodly  portion  of  Canada.  Maurice  Dalton 
will  have  charge  of  the  company's  business  during  his 
father's  absence. 


F.  N.  Moore,  who  recently  succeeded  H.  C.  Bicknell, 
Chico,  Cal.,  reports  business  very  good. 

The  Rice  Furniture  and  Outfitting  ■  Co.,  Corning, 
Cal.,  has  been  taken  over  by  Johnson  &  Uren. 

C.  H.  Hensel  has  taken  charge  of  the  furniture  de- 
partment of  Hockheimer  &  Co.,  Willows,  Cal. 

C.  W.  Wright,  with  Hulse-Bradford  Co.,  is  in  from 
a  trip  extending  as  far  north  as  Klamath  Falls.  Reports 
Northern  Sacramento  Valley  in  better  condition  than 
ever  before.  "Never  saw  anything  like  it.  All  dealers 
are  elated  over  prospect  of  larger  crops  than  ever  be- 
fore." 

Advices  from  Jay  C.  Hills,  president  of  the  Peck  & 
Hills  Furniture  Co.,  who  is  making  a  tour  of  the  world, 
tell  of  his  safe  arrival  in  Manila.  Mr.  Hills  reports  fine 
weather  and  enjoyable  time.  He  is  combining  business 
with  pleasure,  and  will  visit  the  Kohn  and  other  big  plants 
in  Austria,  while  en  route. 

E.  H.  Steiger,  president  of  the  Oshkosh  Grass 
Matting  Co.,  acc()m])anied  by  A.  L.  Carpenter,  Pacific 
Coast  representative,  recently  visited  the  Pacific  North- 
.west.  I'pon  his  return  he  reported  that  from  his  view- 
point l)usiness  appeared  to  be  most  encouraging  in  that 
section.  In  fact,  thruout  the  Coast,  their  business  has 
shown  very  marked  increase,  sales  for  the  first  three 
months  of  this  year  being  some  $25, ()()()  larger  than  last 
year.  Incidentally  it  might  1)e  mentioned  that  Mr. 
.Steiger  is  in  love  with  the  California  climate.  He  makes 
his  winter  home  at  Long  Beach. 

Frank  J.  Seng,  ]5resident  of  the  Seng  Company  of 
Chicago,  is  making  a  tour  of  the  Pacific  Coast,  com- 
bining business  with  pleasure.  He  entered  the  territory 
by  way  of  Seattle  and  Tacoma,  visiting  San  Francisco, 
Los  Angeles  and  other  important  points.  The  visitor 
had  considerable  praise  for  the  optimistic  spirit  that 
])ervades  the  business  world  of  the  West  and  declared 
the  prospects  of  this  section  of  the  country  wonderful. 
However,  he  thot  that  present  conditions  were  hardly 
as  good  as  they  might  be.  "Business  men  of  the  West 
seem  too  eager  for  business,"  he  said.  "There  is  no 
stability  of  prices.  I  have  talked  with  many  manufac- 
turers here  and  find  that  they  know  little  regarding 
costs.     There  must  be  a  more  uniform  system." 

Seng  visited  the  grounds  of  the  Panama-Pacific 
Exposition  in  San  Francisco.  "It  is  going  to  be  a  mag- 
nificent exposition,"  were  his  words.  "The  site  is 
admirable." 


HAD  A  GOOD  STRONG  NERVE,  TOO 

A  letter  in  the  New  York  "Times"  tells  of  a  proof- 
reader whose  eyes  gave  out,  and  who  turned  to  the  farm 
for  a  livelihood. 

"I  had  eight  hundred  dollars,"  he  says,  "but  was 
possessed  of  a  good,  strong  wife,  who  did  all  the  heavy 
work,  such  as  plowing,  planting,  splitting  wood,  etc.  A 
wife  is  an  absolute  necessity — on  the  farm.  I  am  natural- 
ly ambitious." 

"NOTHING"  DOING 

Our  colleague  at  the  adjacent  desk  has  just  cogitated 
this:  If  a  man  has  nothing,  he  must  do  something  to 
have  anything.  But  if  a  man  has  something,  he  needn't 
do  anything  to  have  nothing  in  a  very  short  time. —  Bos- 
ton "Transcript." 
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Past  and  Present  Methods  of  Wood  Finishing  and  Staining 


Bt  JOHN  W    GRIMMER 


Past  and  present  methods  of  wood  finishing  and 
staining  take  me  back  to  my  boyhood  days,  looking  into 
store  windows,  wondering  how  they  got  the  finish  on  so 
smooth  and  even.  Later  I  was  taken  on  as  an  appren- 
tice in  a  furniture  varnish  shop  and  proceeded  to  learn 
how  the  finish  was  put  on.  At  that  time,  some  forty-six 
years  ago,  we  did  not  have  so  many  diflferent  colors  to 
work  on  and  the  diflFerent  woods  were  finished  in  their 
natural  state  and  aged  by  time,  as  stains  to  be  had  were 
very  few. 

First  we  will  take  mahogany.  To  darken  mahogany 
furniture  or  woodwork  we  gave  it  a  coat  of  boiled  lin- 
seed oil  well  rubbed  with  sandpaper  when  set  to  fill  the 
pores,  and  put  it  out  in  the  sun  and  air  to  dry  and 
darken.  Then  we  gave  it  a  coat  of  varnish  with  rose- 
pink  ground  in  it,  which  gave  it  a  red  tone.  Then  var- 
nished five  coats  of  rubbing  varnish,  one  coat  a  week. 
When  bone  dry,  it  was  rubbed  with  pumice  stone  and 
water.  When  it  was  thoroly  dry,  it  received  a  coat  of 
flowing  varnish.  When  thoroly  dry,  rubbed  with  a  very 
fine  powdered  pumice  stone  and  water  to  remove  small 
pimples  or  dust  specks,  then  rubbed  with  rotten  stone 
and  water  and  polished  by  hand.  The  hand  had  to  be 
very  soft  and  smooth,  so  as  not  to  scratch  the  varnish. 
When  polished,  it  was  cleaned  with  sweet  oil  and  tur- 
pentine, wiped  dry  with  a  final  wipe  with  wheat  flour 
and  cotton.  This  process  took  about  two  months  to 
complete. 

This  same  method  was  applied  to  all  close-grained 
woods,  such  as  maple,  satin,  ebony,  sycamore,  apple, 
pear,  cherry  and  ammeron.    The  only  difference  in  the 


Walnut. — Finishing  walnut  for  a  polish  finish  was 
treated  the  same  as  for  other  woods,  with  the  following 
exception:  For  an  oil  finish,  we  would  give  it  one  or  two 
coats  of  double-boiled  linseed  oil.  When  thoroly  dry, 
it  would  be  rubbed  with  linseed  oil  and  sandpaper  to 
fill  the  pores  and  then  receive  one  thin  coat  of  shellac. 
.Such  a  finish  would  last  for  years. 

If  you  could  see  some  woodwork  treated  this  way 
in  some  of  our  homes  built  some  thirty-five  to  fifty 
years  ago,  you  would  find  the  finish  still  there. 

Wa.xing  walnut  or  oak,  we  finished  it  about  the  same 
as  at  the  present  time. 

Wood  filling  did  not  begin  until  the  early  '70s,  when 
we  had  different  ways  of  filling. 

Some  would  give  the  wood  a  thin  coat  of  oil  and 
have  a  filling  mixture  composed  of  ground  pumice  stone, 
whiting,  plaster  of  Paris,  litharge  and  colors  to  suit  the 
wood  rubbed  on  the  oil  until  dry. 

Others  would  take  the  above  dry  mixture  and  mix 
it  with  turpentine,  oil  and  japan,  put  on  the  same  as  at 
present.  Others  would  use  corn  starch  with  colors  and 
silicate  of  soda  (or  water  glass). 

In  about  the  year  18T.*5,  Dr.  Wheeler  made  a  wood 
filler  with  silex  (or  silica)  which  is  used  to  the  present 
day,  made  by  different  manufacturers.  This  filler  is 
used  on  all  woods  having  an  open  pore.  The  same 
filler  is  used  for  close-grain  woods  in  a  reduced  form 
and  called  liquid  filler. 

Wood  finishing  at  the  present  time  is  not  very 
much  different  than  in  the  past,  except  as  to  the  limit 
of  time,  therefore  the  work  will  not  be  so  lasting. 

N'owadavs  if  you  get  two  weeks  to  finish  a  piece  of 
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You  can  imitate  any  piece  of  antique  in  color  and 
age  and  also  all  of  the  many  beautiful  wax  finishes  of 
the  present  time. 

You  can  make  stains  from  10  cents  per  gallon  up, 
for  which  the  manufacturer  or  dealers  ask  you  $1.50  per 
gallon. 

It  is  necessary  to  allow  your  stains  to  settle  for 
about  twenty-four  hours  after  making  them,  as  it  takes 
that  time  for  them  to  mature  and  ripen.  You  should 
also  allow  your  test  boards  to  stand  for  quite  some  time, 
as  the  stain  will  be  very  much  different  after  being  on 
the  wood  than  when  first  put  on. 

It  is  also  very  necessary  for  you  to  get  your  test 
boards  from  the  same  lumber  as  the  woodwork  is  being 
made  from.  It  will  save  you  quite  some  time,  trouble 
and  expense. 

In  fuming  oak  or  other  woods  you  will  find  different 
colors  in  the  same  batch  of  woodwork,  as  the  wood  does 
not  fume  alike ;  and  the  only  way  to  overcome  the  dif- 
ference is  to  equalize  it  with  acid  stain.  Pigment  stains 
will  not  answer,  as  in  fuming  the  wood  is  perfectly  clear 
and  taking  a  pigment  stain  would  cloud  it  up. 

Fuming  and  acid  stains  are  mainly  used  for  wax 
finishes,  as  filling  and  varnishing  throw  the  colors  off 
and  you  cannot  hold  the  proper  shades. 

At  times  you  cannot  use  any  shellac  to  get  the 
required  shade  of  color;  other  times  it  is  necessary  to 
give  it  a  thin  coat  of  shellac  before  waxing;  the  finisher 
must  use  his  own  judgment  in  the  use  of  same. 

We  also  have  a  number  of  flat  varnishes  called  by 
as  many  different  names  as  there  are  manufacturers, 
and  all  their  goods  are  the  best,  but  when  you  test  them 
you  will  not  find  any  great  difference  in  them. 

he  above  flat  varnishes  are  used  at  times  to  make 
a  /heap    wax    finish,    also    an    imitation    rubbed    finish 
li'ch  the  manufacturers  claim  to  be  equal  to  a  rubbed 
ish,  but  I  do  not  agree  with  them. 


Additional  Notes 

The  Sobel  Metallic  Bed  Co.,  Inc.,  933  Mission  Street, 
San  Francisco,  is  at  work  on  its  catalogue  No.  3,  which 
will  be  issued  to  the  trade  shortly. 

The  Webster  Manufacturing  Co.  is  showing  new 
patterns  in  Colonial  bedroom  and  dining  chairs  in  all 
woods  that  should  be  seen  by  the  trade. 

"We  have  no  item  of  particular  interest  for  you 
this  month,"  said  Mr.  Wright,  of  the  Pacific  Spring  Bed 
Co.,  "but  we  will  give  you  something  good  next  month, 
as  by  that  time  we  expect  to  be  ready  to  place  on  the 
market  something  that  should  prove  a  genuine  surprise 
to  not  only  the  trade,  but  to  all." 

The  Doernbecher  Manufacturing  Co.  will  issue  a 
new  catalogue  about  May  1st.  They  will  illustrate  the 
extension  in  its  line  of  moderate-priced,  medium-grade 
dining  tables,  buffets  and  china  closets.  The  catalogue 
will  also  show  five  or  six  new  designs  in  Colonial  high- 
grade  bedroom  stuff.  Mr.  Newsom  believes  that  these 
additions  will  improve  the  line  at  least  50  per  cent. 

Many  dealers  are  taking  advantage  of  the  opportunity 
to  send  their  customers  to  the  large  show  rooms  of  the 
Peck  &  Hills  Furniture  Co.,  in  San  Francisco,  where  a  very 
wide  range  of  selections  is  offered  for  their  inspection. 
The  advantages  of  a  large  and  complete  show  room,  com- 
bined witli  the  excellent  service  afforded  by  the  Peck  & 
Hills  Company  are  readily  appreciated  by  many  dealers. 
With  these  ])oints  in  favor,  many  orders  can  be  landed  for 
a  dealer  that  miglit  otherwise  be  lost.  The  company  has 
special  introductory  cards  for  this  purpose.  Write  them 
about  this  plan. 


April,   1914 


PACIFIC    FURNITURE    TRADE 
SPECIAL  NOTICES 


25 


r 


WANTKU — Furniture  stock  in  exchange  for  good  in- 
come property.     Box  495,  Medford,  Ore. 


FOR  SALE— Three   15est   Rujj  Rack's.     Eastern  Outfit- 
ting Co.,  1017  Market  Street,  San  Francisco. 


FOR  SALE — A  good  wheel  hearse;  silver  grey  in  color, 
and  in  good  condition.  Photo  and  price  if  inter- 
ested.    J.  C.  Handley,  Selma.  Cal. 


.\T  L\ VOICE— North  bay  city,  an  .\1  furniture  busi- 
ness, established  many  years.  For  particulars,  ad- 
dress the  Sales  Co.,  268  Market  Street. 


WANTED — An  experienced  furniture  man  wants  posi- 
tion in  California  store  Address  "Pacific  Furniture 
Trade." 


SALESMEN — We  have  decided  to  place  our  line  of 
specialties  with  a  few  good  salesmen  as  a  side  line. 
Line  is  especially  interesting  to  furniture  and  gen- 
eral trade.  Liberal  commission.  Write  us  for 
further  information  and  catalogue.  The  National 
Clock  &  Manufacturing  Co.,  Chicago,  111. 


WANTED 

We  have  a  good  opening  for  the  right  man  in  long- 
established  furniture  business  in  a  suburban  bay  town,  re- 
(juiring  an  investment  of  $:i,000.  Must  be  capable  furniture 
salesman  or  good  mechanic.  Apply  by  letter  inmicdiatcly, 
stating  experience,  etc.,  to  The  Sales  Co.,  268  Market  Street, 
San  Francisco, 


Statement  of  the  Ownership,  Management,  Cireulation,  etc.,  of 
the  PACIFIC  FURSITURE  TRADE,  published  monthly  at  San 
Francisco,  California,  required  by  the  Act  of  August  '24,  1912. 


Editor,  C.  P.  Kane 

288    Market    Street,    San    Francisco,    California 

Managing    Editor,    Edward    A.    Allen 

268    Market    Street,    San    Francisco,    California 

Business    Manager,  Edward  A.    Allen 

268    Market    Street,    San    Francisco,    California 

l*ublisher.    Pacific  ■  Trades    Publishing    Co.        .... 

268  Market  Street,  San  l-'rancisco.  California 

Owners:  (If  a  corporation,  give  names  and  addresses  of 
stockholders  holding  1  per  cent  or  more  of  total  amount  of  stock. 
If  not  a  corporation,  give  names  and  addresses  of  indizHdual 
owners. ) 

F.  R.  Allen,  Edward  R.  Allen,  Henry  A.  Allen,  Ruth  E. 
Allen,  all  of  Alameda,  California. 

Knoten  bondholders,  mortgagees,  and  other  security  holders, 
holding  1  per  cent  or  more  of  total  amount  of  bonds,  mortgages,  or 
other  securities: 


=\ 


We  don't  give  something 
for  nothing. 

We    don't    give    nothing 
for  something, 

We    do    give    something 
for  something 

When    we    sell   you    the 


a 


Leggett 


because  the  construc- 
tion is  the  best — the 
inaterial  in  it  is  the 
best  —  the  Workman- 
ship is  the  best,  and 
best  of  all  We  Guar- 
antee it  for  ten  yeeurs. 


^^ 


None. 

By  C.  P.  KANE. 

Sworn  to  and  subscribed  before  me  this   .TOth   day  of   March, 
1914.     Charles   Edelman,   Notary    Public   in   and   for   the   City  and 
County  of  San  Francisco,  State  of  California. 
[seal]  (My  commission   expires    .\pril   9th.    1914.) 

When  addressing  advertisers,  kindly  mention  this  joumaL 


Paci  Spriny  M  Co. 

Berkeley,  Cal. 
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HAVE  NERVE 

SHE  two  indispensable  things  in  any  selling  cam- 
paign are  goods  that  have  quality  and  salesmen 
that   have   nerve.     Neither   modesty   nor   dignity 
will   take  you  very  far   as   a   salesman.     No   salesman 
should  try  to  be  like  the  flower  that  is  "born  to  blush 
unseen  and  waste  its  sweetness  on  the  desert  air." 

Neither  should  any  salesman  try  to  have  the  dig- 
nity of  the  Rock  of  Gibraltar,  for  what's  the  use? 
There  is  nothing  so  foolish  and  inefficient  as  dignity 
in  the  wrong  place.  A  salesman  must  have  the  nerve 
to  snatch  success  out  of  the  very  mouth  of  failure. 
The  secret  of  winning  a  victory  is  often  in  the  one 
word— DARE. 

Without   being    rude,   or   in   any   way   intrusive,    a 


salesman  can  gently  persist,  and  persist,  and  persist, 
until  he  makes  a  sale.  No  man  can  be  a  salesman  who 
has  the  spirit  of  a  quitter.  No  man  can  ever  aspire  to 
be  a  master  of  the  fine  art  of  selling  goods  who  gives 
back  a  single  inch  because  of  opposition.  The  main 
thing  is  to  sell  goods,  not  to  be  dignified,  not  to  be 
modest,  not  to  be  anything  at  all  except  successful. 
Cj]  The  best  baseball  team  that  ever  played  ball  was 

fjj  the  Orioles  of  Baltimore.  And  the  Orioles  won  the 
pennant  in  1894,  1895  and  1896.  They  won  because 
their  motto  was,  "Take  chances."  They  had  nerve. 
They  dared.  And  they  won  fame  in  the  history  of 
baseball  that  can  never  be  taken  away. 

So,  perhaps  what  some  of  us  need  to  win  pennants 
in  the  greater  game  of  salesmanship  is  a  little  more 
of  the  Oriole  spirit. 
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TREMIER"  SPRING  QUALITY 

Spring  Beds  Built  on  the  Right  Principle 


UNIFOLD  SUPPORTS  DUOFOLD  SUPPORTS  CHAIR  SEATS 

COUCH  SLATS  UPHOLSTERERS'  SPRINGS  WIRE  MATTRESS  SUNDRIES 

SPRINGS  OF  ANY  SIZE  MADE  TO  ORDER 


PREMIER    SPRING    BED    CO 

216  -  218  .  220  -  222    UTAH  STREET,  SAN  FRANCISCO 


THE  CREDIT  AND  COLLECTION 

BUREAU  OF  THE  FURNITURE 

AND  KINDRED  TRADES 

Approved  by  The  National  Association  of  Furniture  Manufac- 
turers of  America,  and  in  service  with  fully  85%  of  the  Manu- 
facturers throughout  the  country.  Books  issued  every  January 
and  July,  after  complete  revision.  Thorough  and  up-to-date 
Special  Reports  always  on  hand. 

RELIABLE  WORK     •     PROGRESSIVE  METHODS 
CO-OPERATIVE   SERVICE 

Weekly  Notiiicatjon  and  Correction  Sheets  and  Trade's  Clear- 
ing House  Report.     The  most  EFFECTIVE  and  least 
EXPENSIVE    COI^LECTION    SYSTEM. 

Regularly  Established  and  Fully  Equipped  Offices  at: 

NEW  YORK  •  •  ■  261  Broadway 
CHICAGO  -  •  116  S.  Michigan  Ave. 
GRAND  RAPIDS  ■  •  Housman  BIdg 
CINCINNATI  •  Second  Nafl  Bank  BIdg. 
BOSTON  •  ■  18  Tremonf  Street 
JAMESTOWN,  N.  Y.  -  Chadakoin  BIdg. 
HIGH  POINT,  N.  C,  N.  C.  Savings  Bank  BIdg. 

Write  to  Nearest  Office  for  Further  Details 


Buyers  Take  Notice  ! 


We  have  excellent  business 
openings  in  these  trades  thru- 
out  the  Coast  for  your 
investigation.  We  share 
our  commission  with  you. 
Quick  Sales  our  object. 


THE  SALES  COMPANY 


ROOM     141 


268  Market  Street  --    San    Francisco,  Cal. 


When  addressing  advertisers,  kindly  mention  this  journal. 
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W.  ®>  J.  SLOANE 


WHOLESALE 


216-228  SUTTER  STREET.  SAN  FRANCISCO 


m 
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BUYERS  will  do  well  to  inspect 
our  various  extensive  lines  before 
making  their  purchases. 
Large  stocks  at  our  different  ware- 
houses ready  for  immediate  delivery. 

RUGS  -  CARPETS 

LINOLEUMS  -  MATTINGS 

COMFORTERS  -  BLANKETS 

WINDOW  SHADES 

PORTIERES 

COUCH  COVERS 

LACE  CURTAINS 

WILLOW  GRASS  RUGS 

DIXIE  GRASS  RUGS 
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SAN  FRANCISCO  LOS  ANGELES  PORTLAND  SEATTLE 

NEW  YORK  BOSTON  PHILADELPHIA  CHICAGO 

ST.  LOUIS  KANSAS  CITY  DENVER  DALLAS 

KOBE,  JAPAN  CANTON,  CHINA 
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ORDER  YOUR 

Carpets  Ru^s 

Linoleums  Mattings 

Lace  Curtains  Couch  Covers 

Floor  Oil  Cloths  Carpeting  Sundries 

Upholstery  Fabrics  Upholstery  Hardware 

Shade  Cloths  Window  Shades 
Portieres 


FROM 


I,  I:  WALTER  ct 


"WHOLESALE    SINCE    1858' 


AND  GET 


EFFICIENT  SERVICE 

LOWER  PRICES 

BETTER  TERMS 


QUICKER  SHjPMENTS 


/// 

Salesrooms  and  Warehouse^^^ 
San  Francisco  ^ 

98  OTarrell  St. 

Portland  Los    Angeles  Seattle 

5th  and  Ankeny  St«.  763  S.  Los  Angeles  St.  1919  Second  Ave. 
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When  addressing  advertisers,  kindly  mention  this  journal. 


